Justin Mead
SALES & MARKETING POSITION RESUME
735 Jefferson Ave

Loveland, CO 80537

T.303.588.1996       F.970.669.4413       e-mail justin@rm-mi.net
OBJECTIVE: Work at sales and further develop executive skills.

SKILL SETS ACQUIRED BY EXPERIENCES: 

· Understanding sales cycle techniques to market proactively to prospects.

· Importance of leveraging cold calls and lead generation methods to qualify prospects.

· How to read the clients personality to best approach effective communication.

· Consultative questioning and listening skills to expose the clients needs and meet them.

· Value of ‘know thy customer’ in positioning the right question to actively close deal.

· Rejection is not personal, how to ‘keep on swimming’ and achieve results.

· How to turn a value position into repeat sales and quality referrals.

LINEAR PROGRESSION OF SALES ORIENTED JOBS 1987-1994:
Retail sales – Climb High, Shelburne Vermont. Point of sales for mountaineering outfitter where I taught clinics in climbing, flat water paddling and advised customers on technical application of the diverse products sold. Learned how to read peoples hidden messages to best help meet their needs.

Service sales – Ski Photographer, season at Pico and season at Killington Vermont. Selling a service a person was not intending to buy, I quickly discovered the power of persuasion and handling rejections in stride. Approaching prospects I pitched and convinced folks to pose for ski pictures on the top of ski lifts. At the end of the day I worked the counters and up sold the buyers to larger format prints.

Out bound telemarketing – fundraising, Chico California. A brief stint barely worth mentioning other then it tempered my understanding of dialing for dollars.

In bound telemarketing sales – Vermont Teddy Bear, Shelburne Vermont. The name of the game was volume and stamina to fill an order, up sell a product and take another call.
Outside Sales – Designers Circle, LaSalle QC/Swanton Vermont. Developed initial territory contacts with in the New England region for woven label fabrication in the garment industry.
Advertising sales – Radio ‘92FLY Oldies,’ Middlebury Vermont. Covering a client list and expanding new business in the local territory and immersion in the positioning of advertising dollars for clients benefit. To close a deal in the tight economy and small community I had to rely on incentives and deals to meet goals. The time spent was valuable experience in loss leaders and the sales process.

Managing niche market telemarketing sales – Conceptions UnLtd. Rochester Vermont. A niche magazine placement VAR for publishers, CU placed racks in the Mom and Pop segment of stores across the nation. I leveraged my experiences and researched and bought marketing lists, wrote the sales copy for my team of four callers to test dial, tracked and summarized the results and presented to the publishing houses representative then coordinated the outside call center in Cleveland OH with the tested scripts and qualified lists.  Our clients were the likes of Conde Nast, Hurst Publishing, Time Warner Inc., Paisano Publications and others.

Advertising sales – Newsprint ‘Boulder Weekly,’ Boulder Colorado. Spending time in the trenches I learned the fulfillment cycle and production aspects of print advertising. Working a local territory to sell space and assist client business’s to reach target audiences. I learned about tear sheets, demo-profiles, circulation, and total ad’ sales value to the bottom line. While I studied fervently about the sales process and techniques I soon found my skills had a technical tendency and I took the job at Amgen Boulder.

SUMMARY: 

A decade of sales oriented work, in that time I also opened my own business ‘Outside The Limits Photography’ that started my entrepreneurial studies and what I learned takes me to today. My goal is to advance my skills and leverage my experiences. My value position is that I have two decades of varied backgrounds and by nature like to help people.
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Business Skills  :: Middle Management ::
• New business development in technology markets.
• Emerging market research and analysis.
• Writing of business plan, request for proposal, installation and training materials.
• Analytical approach to consultation.
• Negotiation of contracts.
• Managed cross department project teams.
• Participated on teams defining and hiring employees. 
• Selling and marketing various products and services.
 
Technical Skills  :: Business Systems Analyst/Programmer ::
• Business data environments in DB2-AS/400, SQL Server 2000, Oracle 8i.
• Business analysis in SQL Enterprise, COGNOS, Crystal Reports (Business Objects), Access, Excel.
• SQL server 2000 database administration (DBA).
• Systems development life cycles and project methodologies (SDLC). 

• Implementation and upgrades to enterprise business applications.
• Enterprise systems include: J.D. Edwards ERP, Sungard H.T.E. Government Information Systems, ITRON Utility Systems, Tele-Works and Class Recreation Software and EFT implementations.
• Worked with and supported applications/business systems including and not limited to: LIMS, Utility Billing, Finance, GMBA, Building Permits, Sales-tax, E-commerce, and within FDA and HIPAA regulated operations.
• Development of business applications with Access2000, FileMaker and SQL/MSSQL database engines within N-tier architecture framework. 
• Migration of legacy data into current environment architectures.

• Web Master/Web Author for inter/intra-net use. 
• Application documentation training and 2nd tier support to clients. 
• OS inclusive of XP, 2000, NT Server, AS/400, MAC OS, DOS, and LINUX kernel 4.1.
 
Professional Experience
Rocky Mountain Managed Information, Loveland, Colorado 2004–Present

DBA “Rocky Mountain Mi”
Founder,  Business Analyst Consulting in Information Systems [http://www.rm-mi.net]
Developing a business model RM-Mi is focusing in the SOHO for web hosting services and Independent Software Vendor (ISV) contract programming for ERP developers also including clients needs in data warehouse ETL, storage and business intelligence reporting.
 
The City and County of Broomfield Colorado, Broomfield, Colorado, 1998-2004
Applications Specialist,   Information Technology 
 
NUeBook, Loveland, Colorado, 1998-1999
Founder,   
 
Rocky Mountain Ram, Boulder, Colorado. 1998
Manager of Information Systems
 
AMGEN, Boulder, Colorado. 1995-1997
Document Control Associate II,  Logistical Operations Department. 
 
Miscellaneous professional experience                Various sales/marketing and photography jobs 1987-1994 
Academic
Bachelor of Science/Business Information Systems (BS/IS), University of Phoenix 1999
Additional Coursework
Small Business Management, University of Vermont C.E.C., 1991 
Graphic Design, Church Street Center C.E.C., 1990
Visual Communications, Lyndon State College, 1985-1987
Additional Training Seminars: 1995-2004
• Intro to Good Manufacturing Practices • Effective Business Writing • Raising Capital • COGNOS v5 Impromptu Administration • Advanced Crystal Reports v8.5 • Mastering Visual Basic 6.0 Fundamentals • MS Developer Series comparison of ACCESS 2000 and SQL7 • SQL Server 2000 Administration • Introduction to Oracle Administration • Oracle PL/SQL 8.1.5 • PACS Administration •
Certificate
Outdoor Leadership and Woodland Ecology Sterling Institute, 1983 
 http://www.rm-mi.net/resume 
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